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By Jonni Wilkinson
orporate project that
will change the way
information about
administrative costs is
collected, used and reported has
implications for employees
throughout the company.
Cost For Pricing (CFP) is one of
several projects the company has
undertaken to improve its
financial performance, says Ken
Thurston, CFP project director.
"For the past few years, BCBSF' s
overarching corporate strategy
has been to become the low-cost
producer in each of its markets,"
says Thurston. ''The very nature
of our competitive environment
demands that we continually
improve our performance to
maintain our viability in the
marketplace."
The ultimate goal of the CFP
project, which was approved by
Executive Staff inJune, 1990, is to
help managers better manage
administrative expenses by
providing them with more
complete and more useful
information about administrative
costs.
"We interviewed senior
management, the market seg
ments and regional vice presi
dents to find out what kind of
cost information they needed to
make better financial decisions
about pricing, product expansion,
product comparisons, resource
allocations and so on," says Betty
Beasley, project manager. 'What
we discovered in talking to them
is that their needs are different,
often unrelated, and very specific,
including expenses for products,
customers, regions, market
segments, functions and projects,
as well as reimbursable and
nonreimbursable expenses.
'We also researched and
analyzed academic views of using
cost information and looked at

Ken Thurston, CFP project director, and Jonni Wilkinson, CFP project team member.

the way other companies use it.
"Our challenge is to define and
capture the needed information
and present it to managers in a
meaningful way. It will take
tremendous cooperation and
commitment from employees
who regularly use and share cost
information to make the Cost For
Pricing project successful."
To help ensure that coopera
tion, the CFP project team has
representatives from various
areas of the company. Finance
has leadership responsibility for
the project, and employees from
Finance, Operations, Marketing
and Human Resources are on the
project team. In addition to the
CFP project team, successfully
implementing CFP requires the
concentrated and cooperative
effort of several other teams,
including an Allocation work
group, a Steering Committee, the
Cost Accounting department and
a Systems project team.
Over the next several months,
the CFP project team will con
tinue their work with users to
prioritize and define specific
information needs. They'll also be

making changes to the computer
systems that process cost infor
mation so they can run more
detailed, useful reports.
"We'll be communicating
these changes to employees and
working with them to ensure
they understand what the
changes mean to their reports,
processes and methods," says
Jeanie Gilreath, CFP project team
member. "Because accuracy and
timeliness of information are
critical to sound financial report
ing, we need all employees to
understand their role in this
change process. We're depending
on everyone to make the Cost For
Pricing project successful."
Cost for pricing: what will
change?
To understand the cost for
pricing project, it helps to look at
the way the system works now.
Currently, cost information is
based on a cost allocation system
set up and controlled by the Cost
Accounting department. At the
end of each month, the adminis
trative expenses of each cost
continued on page 2
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center are posted to the general
ledger. The cost system takes
these expenses and applies
percentages based on various
statistics such as claims pro
cessed, timesheets, contract
months, salary dollars, etc., to
distribute the expenses to the
appropriate lines of business
(LOB). A line of business could
be a group of customers, such
as Medicare or FEP (the Federal
Employees Program) or a type
of product, such as Direct Pay,
Basic or Local Group, or
anything else, such as leased
building facilities. Because the
designation LOB represents
many different and unrelated
things, it's not the best system
to use as a basis for making
sound financial decisions.
What the Cost For Pricing
project will do is change the
designation of these "buckets"
of money. Instead of allocating
costs to lines of business, costs
will be allocated to more useful
''buckets" - customers,
products, functions and re
gions, for example. So while the

, The: Administrativ·e Expense 'Allocation Process
Cost Center
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�

General
Ledger
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allocation process remains
essentially the same, the end
result - having the money in
the right bucket - will be
much more useful to a manager
trying to make an informed
decision about his or her
administrative expenses.
CFP project team members
Ken Thurston, project director
Leah Wojnar, secretary:
(904) 363-4560
Betty Beasley, project manager
Dan Fisher, Systems project
manager
Jeanie Gilreath, Organization
Development & Training
David Kelley, IS&O
Mike Latimer, Finance

Cam LeVine, Direct Operations

Dave Melton, IS&O
Linda Mitrosky, IS&O
Barbara Murray, Local Group
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Cam LeVine, Jonni Wilkinson, Mike
Latimer and Barbara Murray are four of
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Workout To Beat Cancer
On February 23 at 2 p.m., the American Cancer
Society holds its annual Workout To Beat
Cancer at the Civic Auditorium Exhibition Ha11.
BCBSF employees are invited to join the
corporate team to help raise money for cancer
victims and their families. "Last year, BCBSF
had the largest corporate team, with 35 employ
ees participating in the workout," says Julia
Cooke, team coordinator. "We're hoping to
have about 100 employees on the team this year
collecting pledges and 'working out to beat
cancer."'
According to the American Cancer Society,
one out of every three people will be diagnosed
with cancer. With early detection methods,
better education and improved treatment

methods, the survival rate for cancer patients is now
about 51 percent.
The American Cancer Society helps patients and
their families with information, transportation to
and from treatment, emergency financial assistance
and counseling and rehabilitation programs.
Events like the Workout To Beat Cancer help
fund the American Cancer Society's programs. The
workout consists of two aerobics sessions. There
will be a break between the sessions, during which
high-energy snacks will be provided. Employees
who participate in the workout can choose an
aerobics routine that matches their comfort level from low-impact, low intensity to high-impact, high
intensity.
For more information about the Workout To Beat
Cancer, to join the BCBSF corporate team or for a
pledge card, call Julia Cooke at 363-4449 or Janet
Inman at 791-8312. ■

in the spotlight
Santa Chiles
Comes To Town

Santa Oaus (alias Governor
Lawton Gilles) paid a visit to
Orlando's Union Park Elementary
School just
before Christ
mas to join a
party recogniz
ing the school's
outreach
program. The
program,
sponsored by
the March of
Dimes, teaches
prenatal

education and parenting skills to
the parents of the school's students.
Oilles made his visit to under
score the importance of
volunteerism. The governor is a
strong advocate of the private and
public sector working together to
solve community problems.
BCBSF, a long-time sponsor of
the March of Dimes and its
education programs, coordinated
the holiday event to demonstrate
its support of prenatal education,
community involvement, and, of
course, Santa Gaus. ■

Medicare Part B hosts DME Equipment Fair
An equipment fair for Durable Medical Equipment suppliers was
held in December at the Riverside Home Office Complex.
Medicare employees who process claims or deal with customers
who use durable medical equipment were invited to attend the fair
to see some of the kinds of equipment their customers use.
Wanda Gardner, DME Liaison, says, "This kind of event helps
our employees better understand the customers' questions and
concerns and enhances their ability to provide good customer
service."
About 250 employees attended the trade show and looked at a
variety of products, including wheelchairs, hospital beds, respira
tory equipment, ostomy supplies, TENs devices and infusion
pumps.
The event was coordinated by the Florida Association of Medical
Dealers (FAMED.) ■

Update Your
Personal Files!
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to submit a new Personal
Change Notification (PCN) to
the Human Resources Informa
tion Center (HRIC) updating
your office telephone number.

Please send in a new PCN with
your current extension listed.
• Even if you don't have a
telephone
• Even if your number hasn't
changed recently
• Even if you know it will
change next month
You may order PCN forms
from the Stockroom. The form
number is 8819-1090 R-SR.
Please: don't send in an ECN - a
Personal Change Notification is
what you need! ■

The Safety and
Security
department's
officers of the
Quarter for the
third quarter of
1991 were, (L-R):
Robert McNair
(FCC): James
Bolinger (FCC):
and Michael
Walker (RHOC.)

Spreading Goodwill
Employees in Senior Markets and
PBO Training invited some
special guests to their FCC office
just before Christmas. Fifteen
children ages 6-16 from the
Baptist Home (a home for abused
children) toured the building,
watched videos and ate popcorn
and other treats. They also had a
chance to mingle with Kris
Kringle, who had presents for
each child. Cindy Peacock, one
of the coordinators of the event,
says, "Our employees donated
the money to buy each child
something they really wanted for
Christmas. We tried to do
something special to
let these kids know
they are loved and not just
during the
holiday season.
We plan to
continue our
involvement with
them throughout
the coming year and let
them know we are people
who care." ■

Service
Anniversaries
five years
Peter A. Burchett, Regional Vice
President, Central. Brenda L. Carn,
Claims Examiner A. Meshele 0. Clark,
Claims Examiner A. Michael A.
Devereaux, Customer Service Rep B.
Lillian Y Felton, Claims Service
Rep Ill. Ruth A. Fields, Clerk B. Tonya
Hilton Waters, Claims Examiner C,
Medicare B. Donna R. Huston,
• Provider Enrollment Analyst, HOI.
Sharon K. Jones, Claims Examiner A.
Randy M. Kammer, Assistant General
Counsel II. Carla J. Keating, Section
Leader IX. Angela C. Kountz,
Operation Analyst II. Erik Lesneski,
Provider Contract Specialist. Patricia
8. McDuffie, Claims Examiner,
Medicare B. Sherri L. Mikell, Senior
Advisor. Brenda 8. Navarro, Manager,
Planning & Analysis. Thomas K
Pogbee, Associate Counsel.
Clarence P. Rideout, Manager EDP
Systems & Programs. Thomas F.
Sallas, Inserting Machine Operator.
Mary Ann D. Slaney, Manager
Technical Education and Develop
ment, Medicare B. Eunice M. Smith,
Claims Service Rep Trainee. Donna L.
St. Clair, Secretary B. Jon L.
Thurman, Claims Examiner A. Barbara
L. Trice, Clerk B. Mary C. Wood,
Assistant General Counsel II.

ten years
Gladys M. Ayers, Correspondence
Representative B. Pamela D. Clemons,
Other Carrier Liability Analyst. Martin
A. Cone, Project Manager. Darlene I.
Deuber, Customer Service Rep B.
Murvel L. Drayton, Quality Analyst QC
& Analyst PBO. Paul H. Dyrssen,
Hearing Analyst. Mary M. Howard,
Senior Examiner. Joanne T. Polka,
Customer Service Rep B. Nellie Z.
Richardson, Correspondence Rep A.
Patricia E Rountree, Director,
Utilization Management Programs.
Marcia 0. Smith, Customer Service
Rep C. Linda J Stringer, Secretary B.
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for your benefit
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Does Scholarship
Program Make
The Grade ?

Service
Anniversaries

fifteen years
Felix R. Castillo, Manager, EDP
Systems. Rebecca D. Fuller, Customer
Service Rep 8. Patricia A. Griffin,
Customer Service Rep 8. Daniel E
Page, EDP Trainer.

twenty years
Patricia A. Adams, Accountant II.
Janice /. Bogle, Other Carrier Liability
Analyst. Juanita H. Durham, Medical
Analyst, Med 8. Claims. Jacqueline Y.
Foster, Quality Analyst In-line. Bonnie
H. Godbold, Section Leader IX. Wanda
E. Johnson, Computer Operator.
Richard E. Towery, Information Service
Analyst. Theresa E. Williams, PPC
Customer Relations Rep.

twenty-five years
Carol J. Crockett, Medical Underwriter.
Robin J. Farmer, Recon Research
Control Clerk. Joseph l Girouex,
Supervisor, Materials Management.

Sally 8. Hall, Customer Service Rep 8.
Nan G. Key, Supervisor Medicare
Secondary Payer. Patricia A. McCall,
Accountant 111. Johnny M. Rhoden,
Senior Systems Analyst. Darthe/1 D.
Richmond, Claims Service Rep IV.
Gladys C. Roney, Customer Service
Rep C. Virginia C. Schemer, Peer
Review Analyst A. Marcia J. Watson,
Supervisor Outbound WATS
Telemarketing.

1he Organization and Training department is review
ing the BCBSF Scholarship program to make sure it
meets employees' needs. They're conducting a survey
to ask employees for information about the way the
program is designed, administered and communi
cated.
Please take the time to complete the survey 
you'll find it in this iS5ue of Profile - and return it to
Anita Rodgers, OD&T, RHOC, 3T. She11 use the
responses to build a database of infonnation that will

career corner
Making A Good
First Impression
When you're introduced to a
new client, colleague, manager or
co-worker, it's important to
make a good first impression.
Consider these tips:
•Introduce yourself first as the
person approaches. This avoids
any embarrassment in case the
person making the introductions

doesn't know your name or has
forgotten it.
•Offer your hand first and give
it a strong handshake. A
"wimpy'' handshake makes the
person feel you are not pleased
to meet him or her.
• Smile. A smile makes a person
feel welcome and projects the
message that you are glad you're
being introduced.
• Start some small talk. Every
one feels a little nervous when
meeting new people. Talking
about the weather or any other

common situation helps put the
newcomer at ease.
•Offer your help. No matter
what your position is in relation
to the newcomer's, you can help
in some way. Examples: Offer to
answer any questions the person
may have about the company.
Offer to help him or her in your
area of expertise. Being friendly
always makes a good first
impression.
Source: Ruth Farley Staben,
writing in communications
briefings. ■

ings. But somehow, I'm hesitant
to go out on a limb and say for
sure all this will happen. I have
such good intentions, but life is
so full of surprises ...
On the other hand, the new
year does bring some definite
changes, many of which are
obvious to you as you hold this
copy of Profile.
We made design and format
changes that will help us
produce Profile more fre
quently. We're making these
changes because you have told
us you want timely information
that is easy to read and under
stand - information about the
company's goals and objectives,
products and programs.
You are the source of that
information. News you share
about your department and
division will help other em
ployees do their jobs, which

will help the company succeed,
which will help us all.
If you're working on a
corporate project, or designing a
new program, if you have an
idea that will help the company
be more competitive, or if you're
involved in a community activity
that reflects positively on BCBSF,
let me know. I will do my best to
include all relevant stories,
photographs and illustrations in
future issues of Profile. They
may also be appropriate for other
newsletters and communications
vehicles produced by the Public
Relations department. (More
about those opportunities next
time.)
Have a happy and productive
new year, and remember: ''Life is
a short affair. We should try to
make it smooth, and free from
strife." - Euripides. ■

postscript
Resolutions For
Year•s News
By Rejeanne Davis Ashley
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help in making future improvements.
Current criteria:
Scholarship winners are selected based on their
academic achievements, leadership and participation in
school, community and extracurricular activities. 1he
H. A. Schroder scholarship is reserved for attendance at
any accredited rollege or university in the state of
Horida. 1he J. W. Herbert scholarship is reserved for
attendance at the University of North Horida.
Current eligibility requirements are:
Applicant's parents must romplete at least five years of
continuous employment with BCBSF.
Applicants must attend college on a full-time basis and
pursue a four-year rollege degree in the field of health
care, business administration, economics or a health
related field. Total rombined earnings of an applicant's
family must not exceed $60,000. ■

I called around to ask people in
the company if they'd made
any New Year resolutions, but
no one was willing to be
quoted. In general, people said
maybe they'd eat more nutri
tiously, exercise more and be
more organized. Nothing too
ambitious, nothing too measur
able; nothing even really
definite.
When pressed, I couldn't
really commit to lofty resolu
tions either. I thought it would
be nice to be able to see the top
of my desk this year, and
empty my in-box every day,
and smile more during meet-

Does Scholarship Program Make the Grade?
We're reviewing BCBSF's Scholarship program and we'd like your help. Please complete this survey and
return it to Anita Rodgers, OD&T, RHOC, 3T, by February 1 4, 1 992. We 'll use your responses to build a
database of information that will help in making future improvements to the program. Thank you !
Current criteria: Scholarship winners are selected based on their academic achievements, leadership and participation in school,
community and extracurricular activities. The H. A. Schroder scholarship is reserved for attendance at any accredited college or
university in the state of Florida. The J. W. Herbert scholarship is reserved for attendance at the University of North Florida.
Current eligibility requirements: • Applicant's parents must complete at least five years of continuous employment with BCBSF.
• Applicants must attend college on a full-time basis and pursue a four-year college degree in the field of health care, business
administration, economics or a health-related field. • Total combined earnings of an applicant's family must not exceed $60,000.

Survey questions:
1. How did you learn about the Scholarship program? (Circle those that apply.)
Orientation Brochure
Profile article
Other employees told me
Other
2. How do you feel about the Scholarship program as it currently exists? Does it meet your
needs?

3. What suggestions do you have to improve the program?

4. What do you think is the best way to tell employees about the program?
5. How many years of continuous employment have you had with BCBSF?
6- 1 0 years
10 or more years
1 -5 years
6. How old are your dependents?
1 3- 1 5 years 1 6- 1 8 years 1 9-23 years
Under 1 3 years
7. If you have a college-age student, what school are they planning to attend?
8. Do the combined earnings of you and your spouse total $60,000 or more?
Yes No
9. Additional comments or suggestions for improving the Scholarship program:

Attention :
Anita Rodgers
Organization Development & Training
Riverside Home Office Complex
3 Center

